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: People, Events, Techniques

Preauthorized Payments Necessary First Step Toward Less Checks,
Less Banking Paperwork, Boston Federal Reserve President Says

Preauthorized payments—stand
ing orders from depositors to pay
recurring bills by direct deductions
from their accounts—could well be
the first concrete manifestation
the checkless society, it was indi
cated in a recent American Bankers
Association workshop.
But even instituting such a sim
ple system as preauthorized pay
ments creates difficulties, it was
agreed. George H. Ellis, president,
Federal Reserve Bank of Boston,
said that “It would be my own
expectation that for the next several
years while we continue to improve
our payments mechanism the vol
ume of checks will keep rising.
Banks are becoming ever more per
suasive in introducing customers
to the virtues of checking accounts
and checking accounts are the
basic mechanism by which new
programs such
preauthorized
payments programs are installed.
“Under today’s check payment
system,” he continued, “the ac
counting information contained in
the check moves in the opposite

direction to the actual payment. In
the payments mechanism of tomor
row, accounting information will
flow in the same direction as the
payment.”
Seven conditions necessary

Ellis listed seven conditions he
felt necessary for the proper func
tioning of preauthorized payment
plans in this country:
1. The payments mechanism
must be an integral part of the
banking system, not fragmented
among nonbanking organizations.
2. Checks will continue to play
the major role in the payments
process for the foreseeable future.
3. Such changes as are directed
toward the check must be aimed at
the paper on which it is written,
not the information it carries.
4. An increasing number of larg
er payments transfers will move
over the Federal Reserve com
munication system. This will have
a limited effect on the number
checks written, but it will substan

tially reduce the dollar volume of
checks going through the check
clearing process.
5. The most likely changes in
the payments system are those
which involve a minimum of insti
tutional changes. The major prob
lems of preauthorization involve
organization and public accept
ance, both of which would also
pose problems in any more radical
solutions. If these problems can
not be solved for a relatively simple
problem like changing over to pre
authorized payments, there is very
little chance of their being solved
for more complicated procedures.
6. There is an increasing difficul
ty in drawing a line between pro
cessing
banking information and
its transmission since computers
and communications between them
are more and more frequently
using the same stream of electrons.
Eventually, improvement of the
payments mechanism will probably
require institutional changes that
extend beyond the banking com
munity.
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schemes they must market and pro
ceiving one statement once a month
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mote them very heavily, Reese went
which records the bulk of their fi
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crucial issue will be
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the determination of the most de
However, even in its compara
sirable mix of public and private
tively limited sphere, the PECO
Retailers burdened too
equities.
plan is already cutting down the
Ellis, one of the closing speakers
load on bank paperwork channels,
The proliferation of credit cards
at the two-day workshop, summed
Reese reported. Under the scheme,
is
a burden to the retailer,
up the experience of at least ten
Mr. Roth pointed out. “The mer
with deduction orders for each
preauthorized payments plans now
chant’s original advantage dwindles
bank limited to that bank’s custom
operating, all of which were re
with the number of cards he has
ers, the flow through normal inter
ported on at the meeting.
to honor. It is getting fairly com
bank channels has been almost en
Describing one such, the PECO
mon to see four and five decals cov
tirely eliminated.
plan developed by the Philadelphia
ering most of the doors and win
Electric Company and First Penn
dows of stores and restaurants.
sylvania Bank over a one-and-a“At the same time, as each bank
half-year period, J. Kenneth Reese,
adopts a credit card, the merchant
ABA Calls Bank Credit
assistant vice president of the bank,
is asked to open an account to han
Card Key to
said:
dle the transactions. Account-split
“For the customer, it means one
ting is not the way to more profit
‘Less Check’ Future
less check per month to write, one
able banking. I think the time is
The bank credit card will one
less stamp to buy and stick on an
coming . . . when the merchant
day lead to the checkless society—
envelope, one less envelope to lick,
will have to be permitted to draw a
or what the American Bankers As
and he can’t possibly forget to pay
draft on a credit card bank after
sociation is now calling the “
his electric bill or miss the grace
sending in his sales slips or drafts,
check” society.
period. In short, convenience and
while keeping his account where
less homework.”
That was the consensus of speak
he chooses.”
ers at a national credit card con
One solution is technical compat
ference conducted by the ABA.
ibility of—and cooperation among
27 banks in system
Either a credit card or a revolv
—credit card systems. “We’re going
The plan now embraces 27 Phila
ing credit/check guarantee card
to have to do something about the
delphia banks, in each of which
program will lead to this goal, Rob
hardware we’re investing in and
ert A. Huss, vice president/marketPhiladelphia Electric maintains a
loading up the merchant with,” Mr.
deposit account. The utility trans
ing, Security First National Bank,
Roth warned. “Some establishments
mits a deposit ticket, an itemized
Los Angeles, predicted. “The credit
now have three and four printing
computer listing of its customers
card must somehow be connected
devices for charge cards. Each
who are patrons of the particular
into the demand deposit account
these devices represents a cost of
bank, and prepunched 80-column
system which will provide the basic
$30 or more.”
tab cards, which serve as Deduc
transfer mechanism that will make
tion Orders. The bank treats the
the checkless society possible. The
Too much hardware
Deduction Order exactly as though
revolving credit/check guarantee
it were a check, subject to all nor
Other solutions include consoli
card approach must get rid of the
mal check service charges. The
dation of plans and services. Con
check and leave only the card...”
necticut National Bank, Bridgeport,
amount of the Deduction Order is
Consolidation and compatibility
Conn., has consolidated all its credit
transferred from the individual’s
of the various credit systems is the
services into a single account, de
account to the Philadelphia Electric
wave of the future, a number
scribed at the conference by Vice
deposit account on the regular
speakers agreed. “I don’t think the
President Alexander Kish. This
utility billing date.
new generation of consumers will
master revolving credit plan, he
“While the consumer realizes his
put up with the proliferation
said, offers all the specific advan
benefits practically
soon as he
credit cards, which causes our wal
tages of a general credit card, an
lets to bulge,” said Arthur T. Roth,
enrolls (in the plan),” Reese said,
executive credit card, a travel and
chairman of Franklin National
“the advantages to both the utility
entertainment card, check-credit ac
and the participating bank do not
Bank, Franklin Square, N.Y. “With
counts, guaranteed checks, travel
take on significant proportions until
proper indoctrination they will ask
er’s checks, short-term loans, and
—even insist—that their financial
a reasonable level of volume is
installment loans.
reached.”
transactions be channeled through
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The result, according to Mr. Kish,
has been simplified paper work and
increased volume.
Another form
compatibility is
that represented by the one-yearold Midwest Bank Card System, a
combination of 13 major compat
ible credit plans encompassing
more than 800 banks in Illinois,
Indiana, and Michigan. Each bank
has its own card (physically stand
ardized for use
a single im
printer), but all cards are inter
changeable.
The system, according
Robert
M. Martindale, President, Midwest
Bank Card System, Inc., includes
more than half the nation’s banks
now offering credit cards.
Ultimately, according to Richard
P. Cooley, president, Wells Fargo
Bank, San Francisco, Calif., the
trend
be toward a few national
bank credit card systems. Over the
next few years, he predicted, more
banks will establish, form, or join
credit card systems; interchange
will be developed rapidly so that
the bank cards will be honored and
settlements accomplished on a na
tional basis; more retail outlets
accept bank cards; and fewer credit
cards will be needed by the con
sumer as the bank card becomes
more of an all-purpose card.
Banks, according to H. Frederic
Hagemann, Jr., chairman and presi
dent, State Street Bank and Trust
Company, Boston, Mass., should
adopt a card that is machinereadable by being sensitized with a
magnetic strip or prepunched in
telephone company format. The
availability of such a card and an
inexpensive remote terminal device
connected to a central information
file over telephone lines would per
mit a bank to do several things:
“First of
we can provide
high-speed credit authorization for
purchases above a merchant’s floor
limit. Secondly, we could alert the
merchant to a 'hot card’ situation
or a delinquent account. If connec
tion is made to our central file with
every transaction, we could auto
matically notify collection person
nel of a delinquent customer on
the premises.”

: People, Events, Techniques

Student at Germantown High answers question with light pen.

Philadelphia School District Sets Up Central Computer
Complex Tied to Three Schools For Student Instruction
The Philadelphia School District
has begun to operate a computerassisted instruction system
two
high schools and one junior high
school. Another junior high school
is expected to go on the system
in March.
Philadelphia is believed to have
the first metropolitan school, au
thority to make such widespread
use of a computer-assisted instruc
tion system.
The system is built around a cen
tral computer located at PhilcoFord in Philadelphia, and a
“cluster”
each school. A cluster
consists
a central processor, data
storage facilities, and individual
student terminals.
A student uses his terminal—a
combination TV monitor and elec
tric typewriter—to respond to ques
tions concerning his
The
terminals have light pens, so that
answers to multiple choice ques
tions can be made by pointing at
the correct answer on the screen
with a light pen. More complicated
answers can be made in text form
on the typewriter.
Each school cluster is connected
to the central computer at the Wil
low Grove plant
Philco-Ford’s
Communications and Electronics
Division. The central computer is
used for developing curriculum,

storing courses, evaluating statistics,
and keeping student and course
records.
The clusters at individual schools
are charged with tutorial tasks for
the students. The processor receives
course work each morning, which
is placed on a large disk memory.
As a student sits down at his ter
minal unit, he types in his identifi
cation. The processor then begins
transmitting his lesson, picking up
where the individual left off the
day before.
All courses developed for com
puter instruction (to date, biology
and reading; mathematics is still
being prepared) include branching
as a special feature. This permits
each course to be custom fitted to
the individual student. If a student
is exceptionally fast, the local
cluster computer can present ma
terials
greater depth. If, on the
other hand, a student’s responses
show that he doesn’t understand
a concept, the computer can pre
sent specialized programs to aid
him.
The central processor at each
cluster prints out a written record
of each student’s performance for
the teacher. It also sends
re
sults back to the central computer
for storage and to update student
and school files.
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Inventory
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Gross Profit Figures Very Significantly, New Study Indicates

Retailers who are using com
puterized inventory control systems
have been able to increase their
gross profit margins substantially
over their figures under old manual
systems, it was reported at the
winter meeting of the American
Marketing Association, in Wash
ington, D. C.
Retailers increased gross profit
by a median figure of two per cent,
which could amount to an eventual
net profit increase of 50 per cent,
according to a study conducted by
Charles D. Greenidge and Cyrus C.
Wilson, assistant professors at the
University of Colorado and Indiana
University, respectively.
30 retailers studied

Their study, based on figures
furnished by 30 apparel retailers
employing the National Cash Reg
ister Company’s “Total System” to
maintain inventory and sales rec
ords, covered a six-year span. Dur
ing the first five years of the study,
when conventional, manual inven
tory control procedures were used,
each merchant’s gross profit margin
as a percentage of his sales was
calculated for the year.
Using these historical figures the
researchers then projected what the
ratio would have been for the sixth
year assuming the merchant had
continued using his old inventory
system. The same simulation was
made based on sales-inventory
ratios and with gross profits con
sidered as a percentage of inven
tory investment.
The simulated figures were then
compared with each store’s actual
performance for the sixth year
when it was using computer-controlled inventory methods. The
difference was attributed to the
new inventory methods.
Safeguards were set up to ensure
that other extraneous factors did

not affect the sixth-year changes.
“The main control problem is de
termining whether variation in per
formance during the (sixth year) is
the result of improved information
or of some other variable,” the re
port explained. “Outside the labora
tory, many intervening variables
can influence results. . . In this
study, it was crucial to question the
retailers at some length to attempt
to uncover explanations, other than
improved information, that would
account for the variation between
observed and simulated results.
This involved asking the retailer
about local economic conditions
during the test year which might
have had an unusual effect on his
business. Or whether or not the
competitive situation had changed.
Or whether he, as a manager, had
made any changes in his technique
other than those associated with the
system. The end result ... is the
investigators’ subjective conclusion
that for the sample retailers the
introduction of improved informa
tion probably accounts for the ob
served variations.”
All regions represented

The 30 retailers were drawn from
20 states representing all regions
of the country. Stores were located
in cities ranging in size from less
than ten thousand to more than
one million.
About two-thirds of the mer
chants were in downtown areas; the
rest were evenly divided between
shopping centers and individual
suburban locations.
Major reason for the profit im
provement, the study surmised, was
the improvement in the precision
and timeliness of management in
formation. Before going to the
Total System, inventory records for
the 30 stores covered a median of
16 product categories. With the

new system, the median figure
climbed to 180. Also reports are
now available monthly, and infor
mation is available 3 to 5 days after
the end of the month. Formerly re
ports were much less frequent and
there was a 20-to 90-day lag in
getting them.
An anticipated greater stock turn,
based on a higher ratio of sales to
inventory, was not realized during
the first year under the system, the
report states. The researchers theo
rized that retailers would have to
dispose of slow-moving items, prob
ably at a loss, to achieve this, and
it seems probable they were unwill
ing to do this.
Inventory rises initially

As a result, inventory tends “to
increase immediately after im
proved information becomes avail
able.”
However, this study noted that
retailers who have difficulty or
ganizing their work may “gain
much from the discipline which the
system imposes on them” and from
the orderly format of the monthly
inventory reports produced by their
data centers.
Data for the Total System is cap
tured at the point of sale by a cash
register or adding machine equip
ped with optical font type or a
punched paper tape attachment.
The data are sent to a data process
ing center which provides the man
agement reports. (See “AccountingEDP Center,” M/S, May-June ’65,
page 34.)
The Greenidge-Wilson report
was selected for presentation at the
AMA meeting after having won an
association - sponsored dissertation
research competition. It was be
gun by the authors while they were
students at Ohio State University,
on a grant from the National Cash
Register Company.
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Recruiter Gives Methods
To Forestall
Executive Loss
The pool of middle management
executives, persons in the 35-45 age
group, will shrink through the
middle of the next decade.
This is just the time when the
demands for such executives are
expected to reach new highs, warns
William H. Billington, Jr., of Bill
ington, Fox & Ellis, Chicago-based
recruitment firm.
The low birth rate prevailing
through the depression years
the
’thirties accounts for the dwindling
amount of executive talent coming
into the medium age group. The
continuing corporate expansion and
the growing complexity of company
operations is the reason for the
rising demand for such executives,
he believes.
The two forces together post a
clear problem for firms trying to
maintain their executive force, Bill
ington said, since competition for
such executives, already sharp, will
probably grow worse.
“With competitors who would
like to raid your executive staff and
executives who wouldn’t mind
being lured away, top management
has good reason to lie awake nights
and worry,” he said.
Mr. Billington noted these com
mon company dissatisfactions he
has found among executives willing
and sometimes even eager to dis
cuss new job openings:
• Lack of responsibility in their
present position
“A good executive hungers for
a chance to achieve results,” said
Billington, “yet I’m amazed at the
number of companies that still treat
younger executives like office boys.”
•
promotion in the present
spot
• Topheavy organization chart
Executives with extremely high
potential chafe under management
structures in which jobs are too
rigidly defined. The executive has
no leeway to carve a niche based
on his unique abilities.
• Lackluster atmosphere

extremely
security-con
: Some
People, Events,
Techniques
scious men may bask in a company
with an extremely slow pace, but
most aggressive executives prefer

challenge and excitement.
• Inconsiderate management
This shows up particularly
strongly among executives who
are continually being transferred
through the “corporate provinces”
and begin to feel out of touch with
the home office. Family complaints
and pressures aggravate this situa
tion.
• Inadequate compensation pack
age
More and more executives are
becoming sophisticated enough to
look beyond salary alone, to weigh
the total structures of the benefits
and perquisites open to them.
“Today’s professional managers
are quite willing to move if they
begin to harbor doubts about the
value and future of their present
jobs,” Billington said. “Manage
ment should be cognizant of the
skills they have in their firms, de
velop them further, and, overall, let
their key people know that their
contributions are recognized and
appreciated. The best defense, is a
good offense.”

Honeywell Head Calls
For Cooperative Effort
To Employ Ghettoites
Government and industry must
work together to eliminate the
“ten-mile gap” between the unem
ployed of the ghetto and available
jobs in industry, Stephen F. Keat
ing, president, Honeywell Inc., told
a luncheon session of the 43rd An
nual New England Conference,
which was held in Boston this
winter.
The ten-mile gap is geographical
in that “the people who need work
are at the city’s center—the plants
are in the suburbs.” But it also is
psychological because of the “wide
cultural gap between the ghetto en
vironment and the industrial en
vironment.”
Unskilled jobs
but ghetto

people do not apply for them, Mr.
Keating said. Part of the solution is
more plants in the cities; part of it
is more intensive recruiting and onthe-job training. But education is
needed to make ghetto inhabi
tants want to work, persuade them
to travel to jobs, and show them
how to find the jobs that are avail
able. This requires effort by more
than industry.
‘Meaningful’ jobs needed

Individual companies, Mr. Keat
ing pointed out, can speed the as
similation of hard-core unemploy
ables through specially designed re
cruiting programs that offer mean
ingful—not just menial—jobs to the
disadvantaged. But business, labor,
government at all levels, and re
ligious and educational leaders
must work together to help “peo
ple understand that an education is
worth the effort, that jobs are worth
working at, that crossing the tenmile gap is enormously worth
while.”

Had any
good ideas
lately?
Use ours.
Y ou’ll find dozens of profitable ideas in
our unique new monthly newsletter: COM
PUTERS & TAXES. It’s packed with easyreading information on taxes and the use
of computers. It will keep you up-to-theminute. ..show you how to use develop
ments to your profit. .. how to advise
your clients. EVERY ARTICLE CONTAINS
A SPECIFIC PROFIT-BUILDING IDEA.
Contents of a typical issue:
• How to get into ADP at a price you can afford.
• Family Tax Planning through Subchapter S.
• How to use Computer Aids to Tax Planning.
• BRIEFLY NOTED-New ADP applications
available to you.
• “CASE OF THE MONTH”: Test your tax IQ;
with answer and profit building idea.

One-year subscription—$24.
Satisfaction guaranteed. Enter your subscrip
tion now.
’ll bill you later. Don't pay till
after you’ve
your first copy and are com
pletely satisfied that you’ll save the $2 monthly
cost many times over in the course of the year.

FREE! Complete 62-page Glossary of Com
puter Terms and quick-scan definitions.
Yours if you subscribe now, to "PROFIT
BUILDING IDEAS - COMPUTERS &
ES.”

- COAP Systems Inc.

Dept. 1
14 Plaza Road, Greenvale, N.Y. 11548
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GM’s Frigidaire
System
Maintaining
likely to last,” said William Dalton,
Mailing Lists Offered
Will Attempt to
Frigidaire director of distribution
and
production
control.
“
We
can
By California Firm
Forecast Retail
General Motors’ Frigidaire Divi
sion is launching a new computerbased program to anticipate
needs at retail dealers and to be
prepared to meet them through
automatic restocking of factory
warehouses.
As the program progresses, it will
move on to automatic restocking
dealers who order in carload lots,
and finally to dealers who order in
smaller quantities.
The whole program, perhaps op
timistically, assumes the computer
can forecast the sales demands—
and whimsies—of a notoriously
fickle audience, housewives.
The Frigidaire appliances to be
processed over the new network in
clude refrigerators, ranges, garbage
disposers, dishwashers, dryers, and
room air conditioners.
Frigidaire will use a new IBM
System 360 Model 65 to weigh and
balance a mass of information: sales
activity, market forecasts, economic
indicators, and regional prefer
ences. Market forecasts are based
on the past two years’ sales aver
ages, continually updated and sub
jected to exponential smoothing.
Dealers record daily sales

Basic information will come from
the dealers themselves, who are
being equipped with registering de
vices that record day-to-day sales
information, including the number
of units and types of merchandise
sold, directly on punched paper
tape. These tapes will be forwarded
to the nearest of 25 regional data
centers. There they will be relayed
automatically to Frigidaire head
quarters in Dayton, Ohio, as the
basis for a national sales report on
dealer activity.
“For example, these reports will
tell us how much or what kind of
merchandise is moving by geo
graphical areas, how many units
are available in a given color and

then make the decision to change
the inventory level for areas or re
schedule the units into our produc
tion cycle.”

Honeywell Adds New Unit
to 200 Series; Offers
Five Accounting Packages
Honeywell Electronic Data Pro
cessing has expanded its Series 200
family of computers by adding a
ninth complex, the Model 110
central processor.
The 110, introduced simulta
neously in New York, Chicago and
Los Angeles at the end of January,
is the smallest unit in the Series 200
family, and is designed to provide
quick conversion to electronic data
processing at minimum cost. The
complete “package” includes hard
ware, software, personnel training,
and complete systems support.
The 110, according to Honeywell,
is completely compatible with all
other units in the Series 200 family.
Thus, as a customer moves on from
the 110, he can gain additional
main memory, increase his central
processor cycle time, add periph
eral units, and increase computing
speed without expensive repro
graming.
Five general accounting pack
ages are included in software avail
able with the 110. These basic ap
plications include a general payroll
program, an accounts payable sys
tem, a general ledger package, an
inventory reporting system, and an
accounts receivable program.
The 110 offers an easy way for a
small business to move into elec
tronic data processing, reported W.
J. Devers, Honeywell EDP Division
product marketing director. “It is
an easy way for users of tabu
lating equipment and competitive
small computers to convert to a full
computer system at very little ad
ditional monthly cost.”
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A computer-based information
system, especially designed to help
large organizations manage, main
tain, and analyze mailing lists, is
now available from the Don James
Company, a division of Information
Projects Corporation, Los Angeles.
Called Computer Marketing/
Mailing (CM/M), the package
system can be operated on any
computer, according to the com
pany’s president, Don James.
Included
the package are the
system setup, a set of nontechnical
forms for operating the system, an
operating manual, and, if desired,
the necessary computer programs.
The company will also customize
and adjust the system so that it
will meet precisely the needs of
each customer.
One single CM/M file will hold
of an organization’s mailing
lists. Addresses can be selected by
several hundred combinations
criteria, allowing corporate market
ing departments great flexibility in
making targeted mailings.
Further information about the
CM/M system may be obtained
from the Don James Company,
5455 Wilshire Boulevard, Los An
geles 90036.

GE, RCA Enter Time
Sharing Service Center
Field at Same Time
General Electric has created a
new International Information Ser
vices Department to stimulate de
velopment of on line-time sharing
computer service businesses around
the world.
The new group, which will have
headquarters in Bethesda, Mary
land, will work with elements of
GE’s International Information
tems Division and with the com
pany’s foreign computer affiliates,
Bull-General Electric, Olivetti-Gen
6

eral Electric, and De La Rue Bull
Machines, Ltd.
GE has already established time
sharing service centers in Toronto
and London. Further centers are
now planned in Paris and Sydney.

: People, Events, Techniques

RCA joins field

Almost simultaneously with the
announcement that GE will actively
promote the creation of time shar
ing service businesses abroad, the
Radio Corporation of America and
Commercial Credit Corporation re
ported the formation of a new,
jointly owned company to operate
time sharing centers in this country.
The new venture, as yet un
named, will be 60 per cent owned
by Commercial Credit, 40 per cent
by RCA. Initial investment will
be around $10 million for equip
ment and office space.
The centers, the first of which
will open in Baltimore this year,
will use RCA Spectra 70 model 46
computers. Ten other cities are ex
pected
succeed Baltimore as lo
cations for centers.
The greatest initial market for
the new concern’s services is ex
pected among engineering organi
zations, universities and technically
based businesses. According to
spokesmen of RCA and Commer
cial Credit anyone who can do
high school algebra can use the
centrally located computer.

Ford Will Put
Catalog on Micro-images
Ford Motor Company’s AutoliteFord Parts Division is planning to
transfer its entire parts catalog
a micro-image dissemination and
retrieval system. The system can in
corporate 2,560 pages of printed in
formation on a single 4- by 6-inch
transparency.
Based on National Cash Reg
ister’s PCMI process, it will involve
the leasing to Ford dealers
readers for the retrieval
the
micro-image information. NCR will
produce the basic transparencies
and will periodically update them
for distribution to dealers.

Input preparation for Transactor requires no
skills,
so that all office personnel can use it without queuing.

special

New Data Input-Output Terminal Will
Pencil-marked cards as Input Medium
A new simplified data input
output terminal that can accept
pencil-marked cards as input has
been developed by a Canadian firm,
T-Scan Ltd., Toronto.
The new unit, called a Transac
tor, makes it possible for the first
time for any number of untrained
people to make queries of and get
replies from a central computer, the
developers claim.
They point out that their unit
permits untrained people to prepare
the input cards off line. The cards
then serve as entry into the input
unit for on line transmission to the
central computer.
This opens the possibility of any
one in an office querying an airline,
for example, about space avail
ability. It could also be used for
ordering procedures where several
scattered locations must draw sup
plies from a central point.
The main advantage, the manu
facturers maintain, is the system’s
simplicity
operation. Whereas
the conventional input-output ter
minal demands an operator trained
to key or punch information (who,
of course, is the only one who can

use the unit at the transmission
time), the Transactor can accept a
whole sequence of pencil-marked
cards prepared by a variety
people, and will reply typed form
to each query. The reply is printed
at the rate of 20 lines a minute di
rectly on the original inquiry card.
Cards tailored to jobs

For each application, the T-Scan
(the original inquiry) card layout
is tailored to the operational re
quirements of the user. T-Scan op
erators mark the cards by putting
pencil strokes across preprinted
multiple choice statements or ques
tions. Any type of standard office
pencil can be used, and sequence
of marking is unimportant. Errors
can be corrected by simple erasure
and remarking.
T-Scan Ltd., the manufacturer,
says it anticipates the development
portable Transactors in the
future. This would permit indus
trial sales personnel to give im
mediate answers to queries from
customers on a sales call. It could
also be useful to consultants, draw
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mation, the manufacturers point
prepaid and delinquent accounts,
New Desk-top Copier
out. Payroll computations, balance
and on the day’s transactions.
statements, tax return figures could
The computer will also furnish
For
or Lease
be given almost instantaneously
trial balances, compute interest on
while the consultant is still on the
savings accounts, and, in addition,
Sperry Rand’s Remington Rand
client’s premises.
prepare many of the reports needed
Office Machines Division has an
Transactor transmissions go over
by management and government
nounced a new desk-top electro
standard telephone lines.
agencies.
static copier that can produce up
Computer Sciences, a pioneer in
to 30 copies of a document per
the operation of computer-remote
minute.
console linkages, is a West Coast
Computer Sciences
The Remington R-2 copier takes
concern. Its Huntsville facility in
only
seven seconds to make its first
Begins Data Processing
the past has been mainly a support
copy and can produce additional
arm of the Marshall Space Flight
Services in South
copies in two seconds each—about
Center there.
as fast as the originals can be fed
multistate savings and loan as
into the machine.
sociation data processing service
has been launched in the South by
Force Contract
Reliability claimed
a nonbanking organization, Com

puter Sciences Corporation.
The complex is based on the
computing facilities owned by Com
puter Sciences at Huntsville, Ala
bama. These are linked to electronic
terminal consoles in subscriber sav
ings and loan offices.
To date, Computer Sciences has
only two Huntsville subscribers, but
the organization expects to extend
operations into Birmingham, At
lanta, Memphis and Chattanooga
within the next several months.
The entire complex will be linked
by telephone circuits.
Eventual capacity of the system
is several million savings and loan
customer accounts, said Richard A.
Lucas, Huntsville computer center
manager for Computer Sciences.
Under the system, savings and
loan tellers have direct communica
tion with the central computer via
their terminal consoles. The con
soles resemble standard accounting
machines.
Main advantages to subscriber
savings and loan groups, besides
faster customer service, is better
control over their own business, said
E. W. Dickey, president of the First
Federal Savings and Loan Asso
ciation, Huntsville, one of the sub
scribers.
Aiding in better control, he said,
would be the fact that on any given
day, management will know pre
cisely the amount of funds available
for investment or loan. Information

Taken from IBM
Goes to Burroughs

That controversial Air Force com
puter contract has been awarded
again, and the winner is not IBM,
which received the contract last
spring even though it was not the
low bidder; not Honeywell Inc.
which appealed the award and
forced reopening of the bidding;
but Burroughs Corporation,
।
The Air Force had called for
competitive bids to supply 150
business-type
computers.
(See
news story, M/S July-August ’67,
p. 6.) IBM got the order even
though its $114-million bid was
some $60 million higher than
Honeywell’s because, the Air Force
said, the service’s method of “life
cycle costing” indicated savings on
training, repairs, and maintenance
over the life of the contract with
IBM that would offset its higher
purchase price.
Honeywell complained vigor
and the General Accounting
Office intervened, forcing the Air
Force to repeat the selection proc
ess. Burroughs’ winning low bid
was $60 million, $6 million higher
than Honeywell’s original low bid.
The Air Force’s saving on the con
tract, it pointed out, was further
reduced by about $18 million be
cause of the eight-month delay and
the cost of re-evaluating competi
tive computer systems.
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Remington is offering the R-2 to
buyers with one year’s free service,
which, according to the company
spokesmen, proves the ability
of the machine to hold up under
heavy, continued usage.
Other features of the
include
a visible document feed system,
automatic multiple copy feature,
automatic paper trim that produces
the right size copy paper for any
document up to 11 by 21 inches,
and the ability to be used on ordi
nary electrical current.
The R-2 electrostatic copier sells
for $1,150 and can also be obtained
on a lease or rental basis.

Ohio Bell Starts New
Accounting System
Ohio Bell Telephone Company is
installing a $2-million UNIVAC 494
real-time computer system for cus
tomer accounting.
When the system is fully opera
tional, a customer will be able to
obtain up-to-the-minute informa
tion on the status of his account,
and operating departments will be
able to obtain instantaneous infor
mation on the status of telephone
equipment inventories held by the
various customer accounts.
The system will cover northern
Ohio, including Cleveland, Akron,
Youngstown, and Toledo.
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